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Be/ore

you begin this book

Read this Page

!





Selling and Civilization

ThePeople toWhomYouCanSell

Enthusiasm Will Make You Sell



Don't Exaggerate!



A Way to Increase Your Salary



You must Dress like a Salesman

Honesty—not Modesty—Sells

You may know-
trie Customer doesn't

People like to have things

Sold to them



Watch the

Customer's

Expression

will probably appreciate this.

Match your manner of talking

with the customer's. Be jolly if he

is, respectful if he is reserved ; talk

quietly if he does.

this rule. Always^ talk slowly, no



Can You Do This?





The Question of Price







"I Hope Jones Allows That Man
to Buy a Hat .'

"



How to Meet a Price Objection

Don't Force Your Opinions
on the Customer

Points to Remember
1 Keep all points wiped off' after testing by

beenwused fhroughkaving ink-filled pens in

3 Keep ink-well filled with fresh ink and amrtd.

5 Keep pen testing pad on counter and always

clean sheet fot next customer.



Good Display

Increases Sales

mmwmmm



The Use of a
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SIX DEGREES of POINTS to go with

THE SIX DEGREES OF WRITING









Keep Your
Counter Clear



Closing the Sale

Should not he Difficult







Service Manual
will help your-

REPAIRS MAN



Explain to Your Customers
The Operation of the Parker
Duofold Pen and Pen Stand



Watch the Advertising

andUse its Expressions



Vest Parkers
The Midget Duofold Range







Supplementary Sales

Parker Duofold Ink





"Matched Unit"
Merchandising

Halves Investments

Multiplies Profits

ISP


